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BACKGROUND 
 
Difficulty in smallholder timber marketing is widely observed in developing countries. As 
noted by Scherr (2004, p. 357-358), ‘most forest-product markets, and market institutions 
and policy, are structured to serve large-scale natural forest and plantation producers ... 
small-farm participation in commercial wood markets could potentially make a major 
contribution to rural economic development, poverty reduction and eco-system objectives’. 
 
Activity 2.3 of Project ASEM/2003/052 aims to develop a pilot scheme which will bring timber 
buyers and sellers together, through either establishment of a local timber auction system or 
creation of a market information system, with either a People’s Organisation or NGO acting 
as a middleman or timber broker. It is tentatively proposed that the initiative be implemented 
through the LSU College of Forestry and possibly incorporated into a radio segment 
developed as part of Activity 1.2. 
 
This paper examines options for developing a pilot scheme, and the strengths and limitations 
of alternative market and information system approaches. This assessment is made on the 
basis of experiences from research undertaken as part of Project ASEM/2000/088 and 
observations elsewhere in the Philippines and South East Asia, as well as with information 
on market information systems and computer-aided marketing of other commodities in other 
countries. 
 
MARKETS FOR SMALLHOLDER TIMBER: SOME CONCEPTUAL AND 
PRACTICAL ISSUES 
 
Some conceptual issues and practical issues are relevant to development of a pilot program 
to facilitate timber marketing in Leyte Province. 
 
The Current Smallholder Timber Marketing System in Leyte 
 
Previous research in Leyte Province suggests that smallholders who grow timber trees have 
little information about timber markets, and do not have well-formed marketing intentions. 
Further, anecdotal evidence suggests that there is confusion about where farm-grown timber 
can be sold, and about approval processes for timber harvesting and transport. For example, 
in visits to communities the belief has been observed that timber sales in the local area only 
are allowed. 
 
In Leyte Province, as logging of natural forests has been curtailed, and while smallholder 
plantation forestry is not well developed, there is a relatively low volume of timber coming 
onto local markets. Substantial volumes of imported timber appear to enter the supply chain, 
with timber sales for housing construction and commercial and industrial uses being supplied 
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by the larger timber merchants. However, the supply chain for farm-produced timber appears 
to be poorly established, with many sales transactions on a one-off basis, for which the 
grower seeks a buyer and makes an individual price agreement unaware of ‘going prices’. 
 
Clearly, a traditional marketing system exists in Leyte Province, though it is difficult for 
outside observers to understand how this operates. Probably, smallholders wishing to sell 
timber seek advice from particular people in their communities, such as farm input providers 
or friends or relatives who are known to have harvested timber. Such local information 
systems can be quite effective; for example, the proprietor or a local general store or farm 
supplies agency can be a key information source. This informal or ‘word of mouth’ system 
apparently works to some extent, and could in fact be an efficient system for a thin (low 
volume) market, though little is known about its efficiency. Investigation of these informal 
networks would reveal their prevalence and pricing efficiency, and provide a basis against 
which to compare any pilot market facilitation scheme. 
 
Lack of information by smallholders about market opportunities and the timber product 
requirements of buyers may be a major impediment to development of formal or regular 
timber markets. Anecdotal evidence suggests that growers fare poorly in terms of prices 
obtained (or share of timber resource rents) under current arrangements, with consequent 
inadequate market signals to encourage tree planting. 
 
Requirements for An Efficient Timber Market 
 
A substantial amount of information exists about information requirements for markets to 
work effectively and efficiency. Theoretical economic models assume perfect information by 
buyers and sellers, but this is not usually far from the case in ‘thin’ markets, where little 
information is available to market participants. For an efficient timber market to operate, 
there needs to be price signals from buyers indicating their willingness to purchase timber 
and price signals from sellers revealing their willingness to supply the market, respectively. 
Market information creates awareness of trade opportunities, and facilitates participation, on 
both sides of the market. 
 
Harrison (2004) argued that in a fledgling or infant timber market, the price received by 
producers would be expected to increase as the aggregate quantity supplied increases, 
contrary to the normal ‘law or demand’, due to threshold quantities for various forms of 
processing being achieved. As timber purchasers become able to carry out a higher level of 
value adding, they are capable of deriving greater revenue from the timber resource, hence 
they can be expected to have a greater willingness to pay for timber. 
 
In the case of an infant industry, there is a ‘vicious circle’ in that there are few buyers and 
little processing takes place, so that buyers are not willing to pay high prices for timber. 
Because of the low log prices, landholders do not have an incentive to plant trees for timber 
production. This reluctance to plant is likely to be influenced also by scarcity of capital and 
inability to borrow, a discouraging regulatory regime, and various other impediments (e.g. 
see Venn et al. 2001). 
 
This threshold quantity concept suggests that if the product is there, the market will develop. 
That is, if growers establish a sufficient area of plantations, then processors will establish 
operations when the timber is ready for sale. The situation can be more complex where 
there is a substantial volume of timber coming onto the market from imports or illegal 
logging. In this situation, it becomes critical to determine the size of the timber market, the 
supply deficit, the market competitiveness of local producers (in terms of product cost and 
quality), and the potential for further processing. A further question is whether smallholders 
can produce the timber resource types and quality levels, and reliability of supply, such that 
purchasers regard them as a viable alternative source of supply. 
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Strategies to Promote Timber Market Development 
 
A number of policies or actions could possibly be adopted by government to promote timber 
marketing by small-scale growers, and these may be relevant to smallholder forestry in 
Leyte Province. These might include: 
 
• improving the regulatory environment, particularly with regard to tree harvesting and 
timber transport; 
• setting up institutions or support infrastructure for timber marketing, e.g. timber 
auctions, timber market information systems; 
• placing a focus on niche markets, a policy often advocated for smallholder forestry 
(e.g. see Scherr 2004); and 
• linking allocations to government grown or natural forest trees to purchases of logs 
grown by smallholders. 
 
Various measures to promote smallholder tree growing are also likely to promote timber 
market development. These could include, for example, 
 
• support for CBFM and CBRM programs; 
• encouraging increased growing of dual-purpose trees, for timber and other products, 
e.g. trees that produce non-timber products, including fruit trees. Fruit or dual 
purpose trees play an important role in the timber supply in northern Vietnam, where 
there are many small timber mills in some areas, using in particular ‘scattered’ farm 
trees (Bui et al. 2005); 
• supporting the marketing of non-wood forest products, where this indirectly 
encourages timber production, e.g. encouraging abaca production; and 
• encouraging and supporting tree planting for the joint benefits of environmental 
protection and limited harvesting. 
 
INFORMATION AND MARKETING SYSTEMS FOR SMALLHOLDER FORESTRY 
 
A variety of timber marketing and information systems could be trialled as prototypes to 
support market development in an infant timber industry. In a sense, a prototype marketing 
system would be a form of information system, since the prices obtained for various timber 
resource specifications would provide information – to sellers in particular – about the market 
requirements. However, information and marketing systems will be considered separately 
here, commencing with the former. 
 
Market Information Systems 
 
In general, a market information system would be expected to provide: 
 
1) supply-side information about quantity available by species, product type, timber 
quality and supplier location, with contact details for suppliers; 
 
2) demand-side information about sawmill, timber merchant or furniture manufacturer 
timber requirements, by species, product type and quality, and delivery or collection 
requirements (such as distance prepared to travel), and approximate prices offered. 
 
Table 1 sets out some possible timber market information systems which could be trialled in 
Leyte Province. 
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Table 1. Some types of market information system 
 
Printed list of timber buyers, provided to tree farmers 
Physical bulletin board or appointed contact person, at a central location 
Public media information service – newspapers, radio or television, with market reports 
and market alerts 
Market information service, e.g. by an industry organization or research institution 
Provision of public computer access for timber sellers (telecottage or cybershed)  
Electronic bulletin boards, e.g. email user group, Web sites (the information system of the 
future). 
Extension brochure on how to sell timber 
 
Bulletin boards and contact persons  
 
Some relatively simple measures are possible to make information available to market 
participants. The simplest forms of market information systems are physical or paper-based 
systems. It could be that an effective strategy to improve information flow would be to build 
on the existing system, by increasing the flow of information about who wants to purchase 
timber or who has timber to sell. Information targeted to growers could include providing 
them with a list of timber purchasers and addresses of their premises or telephone number. 
Brief details of timber requirements of buyers or timber available for sale by growers may be 
pinned on public notice boards, or placing notices about particular purchaser requirements 
pinned to a public notice board. A person could be designated, say within a local 
government office, as a contact for timber supply and demand information. Such a person 
could obtain information from email contacts by buyers and personal visit by sellers. 
 
Public media information services  
 
Depending on the extent to which smallholders read newspapers or watch television, use of 
public media could be a more effective form of information system. Radio and television are 
used widely for market reporting in many countries, disseminating information about sales 
volume, prices realized and price trends for a variety of farm-produced commodities. These 
reports keep market agents (buyers and sellers) appraised on market conditions and current 
prices). Market information is obtained by the media from organisations conducting sales. It 
is understood that a radio station previously operated at LSU, so there may be a possibility 
of resurrecting this. Alternatively, arrangements could be made with a functional radio station 
in the province. Preparation of material for a say short weekly broadcast segment could 
involve considerable time for a research person. 
 
Market information services  
 
Various public or private organisations could provide an information service to timber buyers 
and sellers, e.g. grower cooperatives or other industry organisations, research institutions, or 
private firms. This could include provision on information in response to approaches by 
market participants, provision of information to media outlets, or providing information to a 
list of subscribers. Industry organisations, such as agricultural cooperatives, can play an 
important role in providing an information service to their members, through written reports 
or other media. It is likely that the service provider would have to make a charge to cover the 
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service cost. Timber market reports have been produced by Dr U.N. Bhati of the Australian 
National University, e.g. see Bhati (2004). 
 
Provision of computer access for timber sellers  
 
In recent years, the World Wide Web (WWW) has played an increasing role in provision of 
information to producers and consumers. It is appropriate to ask whether this ‘information 
superhighway’ has potential for providing information to smallholder tree farmers and to 
timber buyers in Leyte Province. One of the early developments in electronic information 
systems in government provision of community access to and training about computers, e.g. 
through schools or other community locations. Harrison and Qvortrup (1989) described a 
community ‘telecottage’ system which was introduced throughout Denmark about 20 years 
ago for this purpose. More recently, the Internet Café or Cybershed (Figure 1) has become 
popular. School attendance rate and high-school completion rates appear to be relatively 
high in Leyte, and a rapid increase in computer literacy can be expected, although not 
necessarily in the more remote rural communities. It is unlikely that many Leyte smallholders 
will have home computers in the foreseeable future, but communal facilities could become 
available, e.g. through local governments. 
 
Electronic bulletin boards  
 
This could take the form, for example, or an electronic mail user group or a Web site. Where 
computer access is available, email user groups are often set up, for which membership may 
be free, which distribute messages from members to the whole ‘list’ of members. Example 
are the FOREST group of forestry researchers (not generally involved in commercial 
activities) and Private Forestry North Queensland (a forest industry ‘cluster’) which does post 
notices on timber lots for sale and specialist requests for information about timber 
availability). Similarly, a Web site could be established on which timber requirements are 
posted, and which suppliers can access, and perhaps also post details of timber for sale. 
Critical to the success of these services is an active list or web-site manager. 
 
 
 
Figure 1. A community computer centre 
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It is envisaged that the above approaches to information provision would be provided on a 
continuing basis. These could be accompanied by ‘one off’ provision of written extension 
material, such as a booklet in local dialect advising of how to sell timber and providing detail 
on preferences of buyers in terms of products (e.g. flitch or sawn, preferred species and 
lengths) and perhaps also silvicultural advice.  
 
Potential Leyte Timber Marketing Systems and Their Characteristics 
 
Various prototype systems to facilitate timber sales could be trialed, some possibilities being 
listed in Table 2. 
 
Table 2. Some potential timber marketing systems for Leyte 
 
Bringing buyers and sellers into contact 
Bundling of small lots 
Establishment of timber auction systems  
Computer-aided marketing 
Computer auctions 
Marketing through grower cooperatives 
 
Bringing buyers and sellers into contact  
 
Anecdotal evidence suggests that buyers often purchase timber directly at production site, 
as logs or flitches or sawn into popular dimensions on-farm. It is probable that this marketing 
system is common in Leyte. Similarly, tree growers may seek out urban timber purchasers 
for their timber, supported by information from other villages who have sold timber. In 
general, the low frequency of sales means that a relationship or understanding is unlikely to 
develop between buyers and sellers, although probably particularly buyers will become 
known by reputation within local communities. As an extension to supporting traditional 
timber market information systems, facilitation of sales could be achieved by a person 
bringing growers and timber purchasers together. This approach may be effective for 
purchasers interested in small quantities, such as local small-scale operators who saw 
flitches to small dimension timber for shop-front sales. 
 
Bundling of small lots  
 
Discussions timber processors in Cebu City suggests that they are only interested in making 
timber purchases if a sufficiently large volume can be obtained as a single purchase, to 
warrant their transactions costs. These costs can include having agents inspect the timber 
for quality, determining the quantities in various sizes and grades, price negotiations, and 
arranging transport. Few individual growers are unlikely to have sufficient volume to make 
sales, hence some bundling of assortments from various growers will be necessary. 
 
Arranging timber auctions  
 
Timber auctions can be set up and advertised through posters or media announcements. 
Timber auctioned could include government-owned timber and that of private growers, and a 
one-off action or auctions at irregular intervals or on a regular schedule may be conducted. 
In north Queensland, Australia, the Department of Primary Industries has periodic auctions 
of small quantities of high-value cabinet timbers, usually sourced from government land such 
from building sites and roadsides or new roads. These auctions sometimes achieve very 
 100 
Improving Financial Returns to Smallholder Tree Farmers in the Philippines 
high prices, e.g. when high-quality native-species timber is purchased by wood turners and 
hobby furniture makers. Such sales create strong interest in timber marketing, although the 
prices received provide little if any information about what prices could be expected when 
larger quantities are placed on the market. In the Philippines, the DENR could occasionally 
auction timber in their possession, e.g. timber harvested from government land or 
confiscated from illegal loggers (cf. the sales of confiscated timber in Vietnam as reported by 
Hoa et al. 2005). The setting up or a regular auction for smallholders to sell timber would 
present a somewhat greater organizational challenge. An attractive feature of auctions in 
general is that the seller they can withdraw their product from sale if the price is too low. 
However, this works best for high-value low-bulk items, and due to transport costs may only 
be suitable for specialty timbers. 
 
Computer-aided marketing  
 
In recent years, major developments have taken place in e-commerce, including travel 
bookings (where discounts can be obtained by booking on-line), electronic backing, share 
trading and livestock marketing. In fact, airlines are increasingly directing customers to 
electronic sales of airline tickets, to reduce their staff costs, and customers are responding to 
the fare discounts available by accepting this ticket purchase system. Hence it is appropriate 
to ask whether e-commerce has potential for assisting timber marketing by smallholders. 
The conditions for this to be successful – computer literacy and ready computer access, and 
a well-specified product which is well understood by buyers –may not yet be met.   
 
Computer auctions  
 
A form of auction can be conducted through a computer network. The product is described, 
and digital photographs may be available. Bids are displayed, and anyone who has 
computer access (e.g. in their home, or in a government computer facility) can place bids. 
Computer-aided livestock marketing is now employed in some areas in Australia. The high 
value of products sold means that market participants are prepared to meet the costs of 
operation of the marketing system. Further, there can be a substantial cost saving in that 
animals do not need to be mustered and transported to a central point, and subjected to 
stress. In fact, animals ‘turned-in’ at sales do not have to leave their paddock. Computer 
auctions work well where the sellers are reasonably well known by reputation, and are 
prepared to provide some guarantee of quality of their product. In terms of Leyte timber 
marketing, problems could arise in sellers gaining computer access. Also, sellers may have 
difficulty describing their product accurately, and buyers may be unwilling to accept claimed 
product specifications unless an expert timber assessor is involved. It can take some months 
or even years for market participants to gain confidence in computer auctions. 
 
Marketing through grower cooperatives  
 
Timber marketing may be arranged through grower cooperatives, acting on behalf of 
growers and providing some market power from a seller’s perspective. Agricultural 
cooperatives are widespread in developing countries, and are particularly involved in the 
purchase of farm inputs, but do not seem to have developed to any extent for tree growers. 
Similarly, in Australia, the North Queensland Timber Co-operative (NQTC) has few members 
and little market impact (Harrison 2004). In contrast, in Europe tree grower ‘cooperations’ 
are relatively common, and highly effective for selling timber from farm forestry (e.g. see 
Rieger 2004). In some cases grower organisations take ownership of the product, and sell 
on behalf of members, which can confer considerable market power, perhaps essential 
when dealing with increasing industry concentration on the buyer side of the market. 
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Resource Requirements for a Prototype Market Information System 
 
Any information system naturally requires a system manager, with appropriate computing 
skills and commensurate salary, and information providers (including but not necessarily 
limited to buyers and sellers). Critical to the success of the system is that information is kept 
up-to-date, which may involve frequent data collection and data entry. These requirements 
raise questions for funding of the system, in terms of for example payment by users or 
access to grant funding from a donor agency (likely to be limited to short-term trials). In that 
timber is a bulky product and costly to transport, the market is likely to be limited to a 
relatively small area. 
 
Criteria for Evaluation of System Performance 
 
Some of the criteria by which an information (or marketing) system could be evaluated 
include: 
 
• Readily accessible by potential market participants. 
• Transactions relatively transparent to market participants. 
• Reliable information provided (up-to-date, product or requirement adequately 
described, source location adequately described). 
• System not too expensive to operate. 
• Transaction costs not excessive (in relation set-up and operating costs, and 
transaction costs incurred by buyers and sellers). 
• Efficiency of the market, clarity of price signals, acceptance by market participants. 
 
Ideally, an information system could be devised which brings a substantial number of buyers 
and sellers together, and provides sufficient information to each to allow efficient prices to be 
established. 
 
Comparison of Alternatives for Pilot System in Leyte Province 
 
Current selling arrangements and market efficiency provide a baseline against which to 
compare any alternative system. It may be that the current marketing system is efficient in 
terms of transport costs, though not in terms of price discovery. 
 
A physical auction system could only be expected to be effective within a limited catchment 
area, due to the high cost of bringing timber long distances. The high bulk of timber means 
that sales are restricted to local markets, apart from very high value (typically native) 
species. A guideline in Queensland, Australia, is that the economic haulage distance of 
timber is about 150-200 km. The topography and road conditions of Leyte may mean that 
the maximum economic haulage distance is somewhat less.  
 
Setting up an auction system does introduce some risk. A sobering experience is provided 
by the New Zealand forest exchange experiment, in which a ‘share market’ type system was 
set up such that people could buy and sell credits in forest plantations. It was found that the 
number of transactions was low, and the costs of operating the system could not be justified. 
A timber auction system is farm less complex than forest exchange system, but does impose 
some risks. Given the ratio of bulk to value, a limitation of an auction system is that transport 
costs may prohibit a ‘no sale’ decision by tree growers. 
 
Beyond simply providing lists of market participants, paper-based information systems are 
limited in their ability to delivery timely information to a large number of people. Providing 
telephone numbers could be useful in the sense of potential sellers contacting buyers. 
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Electronic market information systems present access difficulties, and have high set-up 
costs. Operating costs are low in terms of equipment, but high in terms of keeping 
information up-to-date. Substantial product information can be provided, as text or 
photographs. 
 
A computer-aided auction system would face problems in that there is high variability in the 
product (various species and quality levels), hence the buyer has to be assured of product 
quality. A further problem is that the buyers do not know the sellers by reputation, and may 
be unable to provide guarantees of product quality. 
 
The simplest options, and perhaps those which should be trialled immediately are providing 
growers with lists of potential local timber purchasers, trialling a radio program on forestry 
marketing information, and attempting to bring Leyte tree farmers together to negotiate sales 
with Cebu timber buyers. 
 
RESEARCH OBJECTIVES OR QUESTIONS TO BE ADDRESSED, AND 
RELATIONSHIP TO PROJECT OBJECTIVES 
 
This research activity fits under Objective 2 (Assist smallholder tree growers to satisfy 
market requirements and improve productivity), through a pilot scheme to bring buyers and 
sellers together. The research objective is to trial a marketing or market information system 
to assist timber sellers and buyers, and to demonstrate the advantages of the system, and 
encourage development of a formal and self-funded market information system. 
 
Some questions which may be addressed include: 
 
• How is timber market information provided in smallholder communities in other 
developing countries? 
• How efficient is the current informal market information system in smallholder 
communities in Leyte Province? 
• If the current information system is inefficient, why has an efficient system not 
already developed? 
• What type of system would be most suitable in Leyte Province, in the short run and in 
the long run? 
• Who or what type of person would be the information provider, who would be the 
most appropriate system operator, and at what location and with what agency would 
the system be based? 
• What would be the establishment and operating costs of a prototype system, and 
how would these costs be shared (between research agencies, timber suppliers, 
timber purchases)? 
• What pricing arrangements would be made in terms of users paying for the service, 
e.g. a commission on sales? 
• Would the system be linked with timber harvesting, lot assortment, or distribution of 
payments to timber sellers (as in the European timber ‘cooperations’)? 
• How can the system be trialled and monitored? 
• By what criteria would a pilot system be judged as a success? 
 
GENERAL RESEARCH APPROACH AND JUSTIFICATION 
 
The approach will be one of review of previous experience in smallholder timber marketing 
and market information systems, and design and trial of a pilot system. The system will be 
an experimental one, with some financial support from the ACIAR project, and with the 
participation and endorsement of local agencies. This approach is chosen as a balance 
between research expenditure and system capability, to gain an improved understanding of 
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measure to make the Leyte Province timber market work more smoothly and efficiently. It is 
envisaged that trials will be conducted through the College of Forestry of LSU. 
 
RESEARCH METHODS AND SAMPLING STRATEGY 
 
The planned research steps include: 
 
1. Review literature on smallholder timber marketing, including impediments and 
facilitation measures. 
2. Gain an improved understanding of the smallholder timber market in Leyte Province, 
and of the requirements of timber purchasers? 
3. Identify the most promising system or systems of Leyte Province 
4. Arrange sponsors, information providers, presentation platform, and documentation. 
5. Implement or facilitate pilot scheme. 
6. Design and implement a scheme to monitor system performance. 
7. Carry out an evaluation of the system, according to performance criteria – design 
characteristics, extent of implementation, impact on sales, impact on timber prices, 
level of transaction costs and degree of satisfaction by users. Maybe have a 
workshop to review performance. 
8. Obtain feedback on positives and negatives of the system, and on suggestions as to 
how the system could be improved. 
9. Estimate the resource implications and likely extent of adoption of an expanded 
program. 
10. Make recommendations for future timber marketing on the basis of the prototype 
scheme. 
 
Designing and developing the prototype information or marketing system will involve a 
review experience with use of information systems for marketing in forestry, which may be 
relevant to smallholder forestry, together with a desk comparison of alternatives. Contact will 
be made with media services with a view to obtaining involvement in provision of market 
information. Various agencies will be contacted – university, government department, NGO, 
radio or TV service, grower association or cooperative, timber purchaser, community group – 
to gauge interest in being information providers. Some discussions have already been held 
with Leyte and Cebu timber purchasers as to their timber resource requirements. 
Considerable design work may be needed before a system can be trailed. 
 
System development and operation is not expected to require any sampling of smallholders 
or timber buyers. However, sampling may be required in assessment of the system, with 
respondents asked whether the system has promotes sales, or improved the price they 
received, and how much time and other costs has been involved time in using it. 
 
EXPECTED RESEARCH OUTPUTS AND HOW THEY WILL BE USED 
 
The market research activity is expected to provide information on why the Leyte timber 
market is currently so weak, and identify agents who might be approached to take part in the 
pilot scheme. The trial is expected to provide information about whether market facilitation 
can be effective in Leyte Province, and insights into how this is best carried out. It should 
yield improved knowledge of the pitfalls in attempting to support market development. The 
experiment may yield information of use in making recommendations for policy concerning 
smallholder timber marketing. 
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LINKS WITH OTHER PROJECT ACTIVITIES 
 
This activity will be relatively independent of other project activities, but may draw on 
information from the market research activity, particularly in regard to timber purchase 
provisions of Leyte and Cebu timber processors. There will also be a link with development 
of extension materials (probably those under Objective 2.1). 
 
RESOURCES REQUIREMENTS AND ACTIVITY TIMING 
 
Funding will be required to recruit cooperators, and to establish and monitor the system, and 
support a system facilitator or manager. This could perhaps involve assignment of one of the 
field staff who are to be appointed, or a buyout from other activities for a LSU or DENR 
person, for several months. Some expenditure may be required for travel and data entry. 
This activity could make an excellent project for a graduate student in forestry or rural 
extension. 
 
In that this is a relatively stand-alone research activity, not dependent on predecessor 
activities, and researching and setting up a system will require considerable time, an early 
start is recommended. 
 
CONCLUDING COMMENTS 
 
Setting up a market or market information system is not expected to be an easy task. A 
range of levels of sophistication is possible, from simply providing lists of wood buyers 
(probably of little value) to bundling timber assortments or developing a computer-based 
system. Whatever type of system is developed, some form of monitoring impact will be 
required, with performance compared against current informal information arrangements. 
The activity might be greatly assisted if public media services show interest. 
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